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1. Q. Pl ease state your nane and business address.

A James Marchant, 100 West Lucerne Plaza, Suite 500, Ol ando,
Fl orida 32801.

2. 0 By whom are you enployed, and what is your position?
A | am the President & CEO of Maxcess, Inc. ("Maxcess").
3. Q Pl ease describe your nmanagenent experience.
A My rel evant experience, as well as other menbers of

Maxcess's managenent team is set forth on Exhibit A

attached hereto.



Q What is the purpose of your testinony?

A The purpose of ny testinony is:

(1) to describe Maxcess's business and to demonstrate
Maxcess's financial and nmanagerial ability to provide
high quality, conpetitively priced, teleconmmunications
servi ces;

(2) to describe how Maxcess wWill provide its services to
custoners and end users and to denonstrate Maxcess's
technical ability to provide tel ecommunications
services within the State of Illinois; and

(3) to describe how Maxcess w || provide service and
comply with uTac/iTac, 9-1-1, and accounting
requirements and policies of the Conm ssion.

Pl ease describe Maxcess's busi ness.

A Maxcess is a start-up conpany, which initially intends to
resel |l interexchange, and |ocal exchange teleconmunications
services. Maxcess intends to eventually provide
facilities-based service. Maxcess intends to market its
t el ecomuni cations service primarily to small to nedium
si zed businesses. Maxcess's prices for |ocal exchange
service wll Dbe conpetitive with other incunbent |oca
exchange carriers ("LECs") and its prices for interexchange
service wll be conpetitive with AT&T Communi cations of

Il1'linois, Inc.'s prices.
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6. Q. In what state is Maxcess incorporated?

A Florida. A copy of Maxcess's Articles of Incorporation is
attached as Exhibit 111 to Maxcess's Application
1. 0. I's Maxcess certified to do business in [llinois?

A Yes. A copy of Maxcess's Certificate of Authority is
attached as Exhibit 1V to Maxcess's Application
8. 0. Descri be Maxcess's financial ability to provide the
proposed servi ces.
A A copy of Maxcess's Bal ance Sheet as of Novenber 30, 1999 &

Income Statenment for 11 nonths ended Novenber 30, 1999, are

attached as Exhibit Il to Maxcess's Application
9. Q. Wio are the officers of Maxcess?
A James C. Marchant, Jr. Presi dent & CEO
Dani el H Webb Sec. & Chief Technology Oficer
Thomas E. Watt Chief Financial O ficer
10. Q Descri be Maxcess's managenent team
A Maxcess's managenent team is described in Exhibit A which

is attached hereto.

11



11. 0.
A
12. Q
A
13. Q
A

In your opinion, does' Mxcess have the financial and
managerial resources necessary to provide the proposed

t el econmuni cations services in the State of Illinois?

Yes. In ny opinion, Mxcess has the necessary financial
and managerial resources to provide the proposed

t el econmuni cations services in the State of Illinois.

What rates will Maxcess charge for its services?

The cost of local exchange service will depend upon
finalization of interconnection and/or resale agreenents
with the LECs. The cost of interexchange calls will depend
upon the distance/duration and/or time of day of calls.

The conpany will initially provide |ong distance service at
a flat rate per minute. Mxcess intends to price its
services conpetitively with the incunbent LECs’ and

i nterexchange carriers' rates for the sane services.

Does Maxcess intend to file a tariff in Illinois?

Yes. Maxcess will file a tariff upon a grant of

certification by the Illinois Commerce Conmi ssion.
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14.

Can you describe the technical aspects and services of
Maxcess's proposal in its Application?

Yes. Maxcess plans to initially offer |ocal exchange
services to business custoners located in Ameritech's
service territories in Illinois. I nt erexchange service
will be offered on a statewide basis. Services to be
offered include, but will not be limted to:

Basi ¢ Busi ness Exchange Services

Busi ness Custoner Calling and Cl ass Features

Adj unct Provided Features (voice nessaging, etc.)

Busi ness Ancillary Services (911, E911, 411, Relay Service,
directory listing, directory assistance, etc.)

Inside Wre Arrangenents

Wre Mintenance Plans

Repair and Maintenance

Centrex

| SDN

Assi gnment of new nunbers, Nunber Portability

AIN Provi ded Features

DID Trunks and Lines

Analog and Digital Private Lines

[ nternet Access

Interfaces to LEC Swi tches

Private Line Services

Frame Relay Services
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* Long distance Services, including outbound 1+ and 1010XXX,
i nbound toll-free (800/888/877), prepaid and post paid
calling cards. The conpany does not intend to provide
operat or services.

The conpany's intended core services wll nore specifically be

the follow ng:

A)

XDSL SERVI CE

Uses XDSL technol ogies including SDSL and IDSL to provide a
conbi nation of high-speed Internet/intranet/VEN data transfer
rates (up to 1.5 Mops bi-directional) plus an optional voice-
over-DSL offering whereby customers may have use of multiple
virtual phone lines shared over the same physical connection
with the high-speed data. Internet traffic wll be handled via
unspecified bit rate (UBr) ATM service, while the Intranet/VPN
and virtual phone lines will be handled via variable but
rate/real tinme (vBrRrt) ATM service, providing true performance-
guaranteed quality of service. Virtual phone lines wll permt
all industry standard CLASS calling features, plus energency 911
and other such local calling features. Virtual phone lines wll
al so have intrastate, interstate, and international calling
avail able, either through Maxcess, or via the |long distance

conpany sel ected by the customer.

M SC | NTERNET SERVI CES
This includes email, world w de web, unified nessaging, and

ot her such Internet applications.

14



praLUP ACCESS SERVI CES

For the purpose or linking up virtual private networks to

tel ecoomuters and nobile sales force, Maxcess offers dialup
access whereby customers may access their corporate networks or
the Internet. Dialup Services nay be accessed via regular
analog (POTS) lines used in conjunction with anal og nodens, or
via ISDN lines used in conjunction with |SDN term nal adapters.
T1 SERVI CES

Customers not within the reach of Maxcess 'XDSL offering nmay

el ect to purchase dedicated T1 service for the purposes of
transferring digital information at speeds up to 1.5 Mops bi-
directional. Maxcess woul d pay the incunbent |ocal exchange
carrier for use of their conditioned lines on a monthly basis.
Custoners would use this service for Internet, Intranet/VPN, and
virtual phone lines as described under XDSL SERVI CES (see
above).

COLLOCATI ON  SERVI CES

Where avail able Maxcess will offer custoners the ability to
physically locate their own equipnent wthin Maxcess' prem ses,
when those prem ses are owned or are direct rental properties of
Maxcess.  Maxcess will NOT offer collocation services to
customers in sites where Maxcess is already collocated on
someone else's premse. For exanple, Maxcess will not offer

col location services to customers within an ILEC central office

bui | di ng.

15



15.

NETWORK | NTEGRATI ON SERVI CES
Maxcess will provide expert technical assistance on-site at the
custoner premse to help custoners with their local area network
(LAN) and wide area network (WAN) needs, as well as assisting
with mscellaneous conputer and network related issues as needed
by the custoner.
In addition to the services listed above, Maxcess,

through interconnection with other carriers, wll offer

dual -party relay services, 9-1-1 Energency Services,

directory assistance and operator assisted calls, lifeline,

and toll-free calling.

Q Does Maxcess possess sufficient managerial and technica

resources and qualifications to provide all of the services
requested in its Application to provide |ocal exchange and
I nt erexchange services in Illinois?

A Yes. The senior management of Maxcess have great depth in
the tel ecommunications industry and offer extensive
technical and managerial expertise to Maxcess pertaining to
the tel ecomunications business. Maxcess proposes to offer
statew de interexchange service and basic |ocal exchange
service within the service areas of Ameritech or other
I ncunbent LECs. Furthernore, since initially Maxcess wll
be reselling services utilizing the facilities of incunbent
LECs such as Ameritech, and interexchange facilities-based
carriers such as Qwest, technical expertise and quality of

servi ce shoul d be assured.

16



le.

17,

What facilities will Mixcess use to provide the proposed

t el econmuni cations services in Illinois?

Maxcess initially plans to provide |ocal exchange services
through resold facilities from incunbent |ocal exchange
carriers, initially Aneritech, and plans to offer resold

i nt erexchange services utilizing Qwest Conmmunication's

net wor K.

I's Maxcess's Application consistent with serving the pubic
interest in the provision of telecommunications customnmers?
Absolutely. The Conmission's grant of this certificate is
in the public interest because business consumers of

t el econmuni cations services in Aneritech's service
territory will receive increased choice, inproved quality
of service, and heightened opportunities to obtain inproved
technol ogy.  Market incentives for new and old

t el ecommuni cations providers in Illinois will be inproved
greatly through an increase in the diversity of suppliers
and conpetition within the interexchange and |ocal exchange
t el econmuni cations narket. Consistent with the
Commission's intent to aid in the devel opnent of a
conpetitive telecommunications environnent in Illinois, the
granting of a certificate of authority to provide

i nt erexchange and |ocal exchange service will offer
increased efficiency to the State's telecommunications
infrastructure through greater reliability of services and

an increase in conpetitive choices.
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18. Q
A
19. Q
A
20. Q
A
21. Q
A

Wo will be providing |ocal exchange access to services
typically supplied by incunbent carriers?

Local exchange provision of service including Directory
Assistance, 9-1-1 Emergency Assistance, Energency Interrupt
Service (given significant market demand), and Busy Line
Verification (given significant market demand) wll be
supplied through arrangements with the incunbent LEC,

Ameri tech.

How is the end user billed?

The end users will be billed directly by Mxcess.

How wi || Maxcess handl e energency calls, including 911

cal |l s?

Emergency calls such as 911 call will be handled by the
LEC's net wor k.

In your opinion, does Maxcess have the technical ability
and resources necessary to provide the proposed

t el econmuni cations services to custonmers in the State of
['11inois?

Yes. In ny opinion, Maxcess has the necessary technical
ability and resources to provide telecommunications service

to custoners within the State of Illinois.
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22. Q
A
23. Q
A
24. Q
A
25. Q
A

WIIl you please provide the name, address and tel ephone
nunber of the person that will serve as your conpany's
contact to the Consumer Service Division for conplaint
resol ution?

Ceor ge paulous, Customer Service Mnager

100 West Lucerne Plaza, Suite 500

Olando, Florida 32801

888- 609- 9399

WIIl the conpany conply with 83 Illinois Admnistrative
Code Part 772.55 a) 1) "Billing" and 772.100 d) "Notices"?
WIIl the conpany provide a copy of a custoner's bill and
final notice to the Commssion Staff to ensure conpliance
wth this Part?

No. The conpany will block such calls.

WIIl the conpany follow the regulations as prescribed in 83
[1linois Admnistrative Code Part 705, "Preservation of
Records of Telephone Wilities"?

Yes.

WIIl the conpany conply with Il. Adm Code Part 735
"Procedures CGoverning the Establishnent of Credit, Billing,
Deposits, Termnation of Service and |ssuance of Tel ephone
Directories for Telephone Uilities in the State of
[11inois"?

Yes. The conpany will request a variance of Part 735.180
requiring the conpany to publish directories. Custoners

will be published in a directory through Aneritech.
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26.

27.

28.

29.

30.

WIIl the company contract with the incunbent LEC for
directory services or provide its own directory?

The company will contract with the incunbent LEC for
directory services.

WI I your conpany have repair people in Illinois?

No. The conpany intends to rely upon the incumbent LEC for
which it will resell service for repair and maintenance

The conpany initially intends to provide resold non-
facilities based service.

WII the conmpany sign and return to the Universal Tel ephone
Assi stance Corporation (urac) and the Illinois

Tel ecommuni cati ons Access Corporation (ITac) all of the
necessary nenbership fornms in a tinmely manner?

Yes. The conpany expects to file prior to certification
WII the conpany neet the requirenments of Sections 13-301
13-301.1, and 13-703 of the Public Utilities Act?

Yes.

WIIl the conmpany follow the regulations as prescribed in 83
[11inois Adm nistrative Code Part 755, "Tel ecomrunications
Access for Persons with Disabilities"; Part 756,

"Tel ecommuni cation Relay Service"; and Part 757, "Tel ephone
Assi stance Prograns"?

Yes.
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31.

32.

33.

34.

WIIl the conpany collect and remt to ITAC the line charge
amount collected nonthly from all tel ephone subscribers for
the TTY Equi prment Loan Program and Tel ecommuni cations Rel ay
Servi ce?

Yes. The conpany will collect and remt such charges
either directly or through its underlying LEC subject to
the terms of its resale/interconnect agreenent.

WIIl the conmpany solicit, collect and remt to UTAC the
voluntary contributions collected nonthly fromits

t el ephone subscribers to support the Universal Tel ephone
Servi ce Assistance Program (UTSAP)?

Yes.

Has the conpany ever provided service under any other name?
No.

Have any conplaints or judgnments been |evied against the
conpany? (Instate or out of state).

No formal conplaints or judgnments have been |evied against

the conpany by any regulatory authority.
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35.

How does your conpany plan to solicit customers?

The conpany intends to solicit custoners through two basic
sal es channels: direct sales and alternate sales. Direct
sales will involve gathering information about prospective
custonmers and then scheduling sales calls. Aternate sales
will primarily involve sales through resellers such as
Internet sService providers, interexchange carriers,

conpl etive | ocal exchange carriers, tel ephone system

integrators, and network systens integrators.
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36.

37.

Q

Pl ease provide a copy of your conpany's witten guidelines
to prevent unauthorized "slammng" of |ocal exchange

cust onmers?

Since the conpany has yet to begin operations as a | ocal
exchange service provider, no witten guidelines exist at
this time, however, upon conpletion of such guidelines, the
conpany will provide a copy to the Conmssion if it

desires. The conpany does intend to obtain a witten

| etter of authorization from all custoners prior to
commenci ng | ocal exchange or interexchange service.

I's your conpany prepared to handle 9-1-1 service pursuant
to the Emergency Tel ephone Systens Act, 83 Illinois

Adm ni strative Code Part 725 and Part 72072

Yes. Since the conmpany will be reselling services provided
by the incunbent LECs, 9-1-1 service will actually be

provi ded by the incumbent LECs. The conpany's custoners
Wil receive the same quality of 9-1-1 service that is

currently offered by the 1LECs.

23



38.

39.

40.

W1l your conpany coordinate with the incunbent LEC({s) and
local 9-1-1 systems to minimze obstacles and provide
transparent service to the end-users? WII| there be any
additional call setup tinme? WII| there be any costs
associated with the transition charged to the 9-1-1

syst ens?

Yes. 9-1-1 service should be transparent to end-users.

Al'l setup tines and costs associated with transm ssion
shoul d be passed through fromthe LEC to the conpany to the
conpany's custoners.

Does your conpany intend to bill each 9-1-1 system for
features associated with 9-1-1, i.e. building and
managenment of database; selective routing; networking and
dedi cated trunks? |If so, how will these costs be

det er m ned?

Al costs which are billed to end-users will be determ ned
by the LEC pursuant to the terns of the conpany's

resal e/interconnection agreenents with the LECs.

If contracting with the incunbent LEC to provide 9-1I-1
service, how are the inter-machine trunk lines, from your

conmpany's switch to the incunbent LEC switch, envisioned to

be charged to the 9-1-1 systen?
Since the company will initially provide non-facilities
based service utilizing LEC facilities, all lines and

facilities will be provided by the LECs.
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41. 0.
A
42. Q
A
43. Q
A
44. Q
A

WIIl your company file tariffs for all services and charges
associated with 9-1-1 if any?

Yes.

Who will be responsible for building and naintaining the 9-
1-1 dat abase for your custoners? How often wll| updates be
performed on the 9-1-1 database?

The LEC wll be responsible for building and maintaining
the 9-1-1 database for the conpany's custonmers. The
conpany w || provide updated custonmer infornmation to the
LECs and update on a daily basis.

Does your conpany have procedures for the transitioning of

9-1-1 surcharge collection and di spersenent to the |ocal 9-
1-1 systen?

Al'l procedures for the transitioning of 9-1-1 surcharge
collection and dispersenent to the local 9-1-1 system wll

be established by the LEC and set forth in the conpany's
resal e/ i nterconnection agreenents wth the LrCs.

W1l your conpany's proposal require any network changes to
any of the 9-1-1 systens?

No.
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45.

46.

41.

48.

WIIl your conpany's customers receive the same quality of
9-1-1 service that is currently offered from the incunbent
LECs.

Yes. The conpany's custonmers will receive the sane quality
of 9-1-1 service that is currently offered by the incunbent
LECs.

WIl you be able to neet the requirenent under section
725.500, 0. for call boxes?

Yes. This requirenment should be net by the LECs.

Pl ease provide the nane and tel ephone nunber of the person
who will serve as your 9-1-1 conpany's contact.

M ke West, COO

100 West Lucerne Plaza, Suite 500

O'lando, Florida 32801

407-610- 0116

Pl ease provide the Chart of Accounts and any nanual s or
procedures that describe the accounting system currently in
use by Maxcess, Inc.

See the attached Chart of Accounts.
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49.

Does the accounting systemcurrently in use by Maxcess,
Inc. provide sufficiently detailed data for the preparation
of Illinois Goss Receipts Tax returns? Wat specific
accounts or sub-accounts provide this data?

Yes. The conpany's accounting system w |l provide
sufficiently detailed data for the preparation of Illinois
G oss Receipts Tax returns. The data to prepare such
returns is obtained frombilling information from the
conpany's underlying carriers or its own swtching

equi prent.  Any local revenues will be obtained fromthe
LECs which services are resold by the conpany. See

attached Chart of Accounts.
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50.

51.

52.

WIIl Maxcess, Inc. maintain its records in sufficient

detail to facilitate the calculation of all applicable

t axes?

Yes.

Pl ease describe the existing peculiarities or unusua
circunstances that Mxcess, Inc., believes warrant a
departure from a prescribed procedure or technique required
by Part 710.

To conply with Part 710, the basic accounting system
utilized for all states, either local or interexchange,
woul d have to be nodifi ed.

Pl ease explain how the application of the accounting system
currently in use by Maxcess, Inc., wll mintain or inprove
uniformty in substantive results as anong

t el econmmuni cati ons conpani es.

The application of the conmpany's accounting systemis in
accordance with GAAP and allows the conpany to file al
required reports with the Comm ssion and the Department of
Revenue, therefore, the system should at a mninum maintain
uniformty of results as anong tel ecommunications

conpani es.
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53. Q
A
54. Q
A
55. Q
A

Does Maxcess, Inc., agree that the requested waiver of Part
710 will not excuse it from conpliance with future

Conmmi ssion rules or amendments to Part 710 otherw se
applicable to the Conpany?

Yes.

Are you famliar with the term slammng, and if so, what
will your conpany do to prevent slanm ng?

Yes, | amfamliar with the termand the meaning of
slanmng. Qur conpany will take all necessary measures in
order to prevent slamming, including attenpting to get a
signed letter of agency fromall presubscribed customers
prior to commencing service, and all marketing will be done
in accordance with all applicable state and federal

regul atiions.

Does t hiis concl ude your testinony?

Yes.
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STATE OF FLORIDA

COUNTY OF ORANGE

AFFIDAVIT

I, James C. Marchant, first being duly sworn upon oath depose and say that | am
the President of Maxcess, Inc., the Applicant, and that | have read the above and
foregoing prefiled testimony by me subscribed and know the contents thereof, which

testimony was tiled in support of Maxcess, Inec.'s Applicati : i fLlocal ﬁ""(
Exchange Service Authority to Operate as a Resellef6f Telecommunications Services f e
g)(wwfﬂ

within the State of Illinois; that said contents are true in substance and in fact, except as
to matters stated upon information and belief, and as to those, | believe the same to be

L

James C. Marchant
President

Sworn to and subscribed before me

this 0. day ot}& 2000.
Notary Public yxﬂr\ﬂ«w ‘ % ’7 }/\M’é,a./g

My Commission Expires:

o', Lynthia 7. Thacker
% Comminsion # CQ 808802

HEOR Atantls Bonding Co., Ine.

it -
" S0
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| /M !
James C. Marchant, Jr.

1708 NW 117" Terrace, Gainesville, FL 32606
Home Phone: 362-332-2969 Email: jom@maxcess.net

Career Overview
Mr. Marchant has had fifteen years of professional leadership expsrience in information and

cormnmunication indusiries, with a focus on providing unique solutions to satisfy the needs ot
business customers. Expariences include:

Accounting/Finance Human Resources Business Planning Budgeting

Tachnology Evaluation | Network Integration Project Management Sales

Marketing Systems Administrafion | Custom Solutions Leadership
Educatlion

Raceived dsgree in Criminal Justice from Troy Slate University, May 1978.

Career Experience
Maxcess, Inc. Gaingsville, FL.

January 1999 to Present.

CEO/President Mr. Marchant established Maxcess, Inc. In June of 1998. His vision is 1o
build one of the world's first compietely unified communications networks that offers more
than just access and related services on one network and voice communications on
another network. Mr. Marchant likes the idea of giving customers a high-speed "always-
on" connection combined seamiessly into a national network using the latest in ultra-
efficient carrfer-grade converged network technology to dsliver significant savings on
volce, data, and videc and add value by offering virtual private netwarks, network
integration, unified messaging, video conferencing, and broadcast video.

Mercury Communlcations USA; Inc. : ~ Gainesville, FL—
e s -Decamber 1995 fo January, 1999 e
CEO/Presidant When the market for Internet services ftnally took off in 1985, Mr,
Marchant saw the apportunity to put his business' 10+ years of Unix and networklng
experience to use. The Internet was built on Unix and networks, so this was a natural
progression for his business. Mr. Marchanti established Mercury Cormmunications USA,
Ine. in 1995. Mercury was one of tha very first ISP's in Florida. Today there are over 850
ISP's In Florida. Mercury started before 56K-Flex, X2, or V.90 technology existed. For
the first iwo years, Mercury used analog modems capable of 28.8Kbps and quickly
astabllshed local pomts of presence in Newberry and Ocala. After that, Mercury was the
first ISP in the region to offer 56K/X2 dialup connecticns. In addition to aiways being the
first in the region to provide the latest ISP technology, Mercury also diffarentiated itself
from all other I8P's in the area by providing free uniimited 24x7 expert technical
assistance to all subscribers. Mr. Marchant alsc gave his subscribers a one-stop
shopping piace for ali their Internet needs including web hasting, web paga design,
graphic arts, dialup access, dedicated access, network integration services, custom
' software development, and collocation services. By December, 1988, Mr. Marchant's
business had grown to have 4,500 recurring subscriber services. In December of 1998,
Mercury was bought out at an extremely attractive price. As voice, data and video
converged to form a new communications world, Mr. Marchant saw that networks built
only to carry voice and small amounts of data, or exclusively data would not be able to
complete against a seamless completely unifled network and hence the birth of Maxcess.
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Marchant Business Systems, Inc.
June 1884 to February 1984 Gainesville, FL.
President. Mr. Marchant established Marchant Business Systems, inc. (MBS) i 1984,
MBS became one of the nation's first AT&T Value-Added Resellers, and purchassd the
source code to a new Unix-based accounting systern, and went into business salling true
multi-lasking, mulfi-user computer systems. Mr. Marchant hired a technical and software
development team. MBS installed complete turn-key custom hardware and software
solutions. MBS expanded into local and wide-area networking starting with serial 1O
systems (RS232) and evelved into Ethernet LAN's and digital WAN's. The comparty
established the Internet domain mbs.com In 1991. In addition to many accounting
systems customers scattered primarily throughout Florida, the company also served all
computer and communications hardware, operaling systems, software, custom
applications, LAN, WAN, and systems adiministration needs for Check Express, Inc., a
large national check—cashlng and franchise operation.

Areas of Technlcal Famiilarity
Mr. Marchant's fechnical expertise includes the following:

Computer Operating Systems
Sun Solaris, AT&T System V, Novell Unixware, SCO Unixware, SCQ Unix, NCR Unix, IBM AIX
Microsoft Windows NT, 98, 95, 3.11, DOS, 108 '

Software/Utllitles/Servers/Cllents

programming languages ard compilers, 4GL's, databases, email servers, ernail dlients, web
servers, web browsers, DNS servers, DHCP servers, fi rawalls Samba, \fsmnFS HylaFax word
processors, prasantation software, spreadsheets, diagram#lowchart software, optical character
recognition software, graphical editors, text editors, terminal emulators, dialup networking, anti-
virus software, data compression software, schedullng software, financial/accounting software -

s wes e = Natyork Medla and Related Concepts R
PR!, BRI, T1, T3, DSo, DS1, D83, OC-3, OC-12, OC-48, OC-182, ISDN, POTS, Frame Relay
PVC ATM SONET, QoS, VoFR, VolP, VoDSL, VoATM, TDM, VPN, PST, N, PBX, HDSL, CDSL,
SDSL, IDSL, HDSL2, ADSL, G.LitefUADSL, VDSL, RADSL, DACS, DSX, NEBS3, ILEC, CLEC,
RBQOC, CBR, UBR, VBRr, VBRnr, 587, E-91 1, UNE, dry copper, one-pair, M'o-pair, coax, fi ber
10BaseT, 10Base2, 100BaseT, MDF

Equipment

Ethernet hubs, Ethernet switches, Cisco routers, USR/3Com Total Control Enterprise Hubs,
TSU's, ISDN terminal adapters, POTS modems, PC's, Laptops, Sun Microsysiems computers
RAID centraller boards. SCS! contrailer beards, IDE controller boards, video boards, network
interface cards,soundcards, PCMCIA cards, IBMRS/8000's, symmetric mulii-procassor
systems, 10/100BasaT-to-Fiber converters, X-Terminals, character-based {dumb) terminals, print
servers, laser printers, dot matrix printars, scanners, zip drives, floppy drives, hard drives, QIC
drives, DAT drives, CD-ROM drives.

Familiar with general function of: DMS100, DMSS500, DACSII; CBX, CVX, 5ESS, AX1250,
PathStar, Shasta, Redback, DSLAM, Tandem Switch

Other ‘
Tealecommunicaiions Regulatory Issues




Assoclatlons
Mr. Marchant serves many leadership roles as a highly respected member of the business

community. His roles include the following:

1. Serves on the Florida Chamber Board of Governors including the taxation and membars council
committee from Novernbar, 1996 te the present.

2. Founded the Florida Internet Service Providers Association (FISPA ) April, 1996. Sorved as Vice-
President untii November 1997, FISPA is the nation's first and best Internet-service providers

association.

3. FElected President of FISPA November, 1997 for two-year term and was re-slected as president
for & sacord two-year term on November, 19¢9.

4. Selected by the Florida Legislature to serve on the Florida Information Service Technology
‘[j)elve1|opmarﬂ Task Force and serve on E-Jaws: Regulatory and Administration sub-committee in
uly 1999

5. Suct;sssiully lobbied against Imternet taxation in Florida during the 1996 Florida legislative
sesslon.

6. Selected to serve on Rep. Sharon Merchant's Workgroup on [nternet Crime Against Children
April, 1999,

7. Selected to sarve on Florida Chamber Managemeant Corparation committee Qctobar 1299,

8. Member of the Florida Chamber of Commercse since 1885,

References
Availabie upon request.




W
Daniel H. Webb

528 NW 99 Tarrace, Gainesville, Fi. 32607
Home Phone: 382-331-1 379 Email: dan@maxcess.net
Qbjective
To hold a position whare my strengths in software development, operating systems management,
and administrafion of systems, local area and wide area networking can bast be.utilized.

Education
Received Bachelor of Science in Business Administration, specialization in Computer and

information Sclences, University of Florida, May, 1986.

Employment
Maxcess, Inc. Gainasville, FL

January 1929 to Present.

Chief Technical Officer. Responsibiilties include selection of hardware and service
vendors for building a nafionwide converged, unified telecornmunications and data/video
network. Alsc respensible for selection of service partners for local and long-haul
communications transport services, and Internet connectivity. Duties require excellent
understanding of the very latest technalegical solutions for all aspects of the converged
network and its sarvices, and aleo requires exasllent understanding of regulatory issues,

marketing, sales, finance, and operations.

Mercury Communications USA, Inc. Gaingsviile, FL.

Decamber 1986 to January, 1829

Vica President of Operations. Respensibilities included management of systems

administrators, sales saff, technical support/call center staff, and clerical/boockkeeping

staff for this Internet service provider company. Also wrote and implemented an
automated-billing-system-which was fully-integrated with-arr existing accounting-system.— -

R —— ~Also wrote customized business applications for customers using the C programining ™ ™
language and a relational database in various Unix ervironments. Also did network
integration projecis far customers, connecting those networks to the Internet and creating
Virtual Private Networks. Key vendor contact for ordering, installation, and maintenance

of data and telephony circuits. .

Energizer Power Systems, Inc.

February 1994 to December 1995 Gainesville, FL
Sanior Analyst Programmer. Responsible for software development and maintenance
projects for Enargizer's Battery Test and Evaluation group. Projects required thorough
knowledge of Energizer's data acquisition systems running a real-time operafing systarn
(RTE-A) on HP1000 computers and interfacing fo an HP2000 (HP-UX) for data storage
and reporting. All software modifications had to be right the first ime as there was no
tost system. Successiully demonstrated abllity to quickly learn a iotally differant kind of
operating system, programming language, scienfific appiication, and apply that

‘ knowledge to quickly and successfully implement major system exparsion projects.

Marchant Business Systems, Inc. o :
June 1986 to February 1994 Gainesville, FL
Computer Programmer. Responsible for selection and configuration of customer
hardware and operating systems. Provided complete turn-key accounting and point of
sale systems on AT&T 3Bx, Intel x86, and IBM RS/6000 hardware using System V Unix
and AlX. Wrote a complate integrated accourting system using C, a relational database,
and 4-GL tools. Did local and wide area networking using serial VYO and dialup and
leased lines connacted with multiplexcrs and modams. Responsible for all aspects of .
systems adminisiration, applications developmient, customer training, sales, and:

marketing.

™




Core Competencles
The majority of my career has been spert writing Unix-basad software applications in "C", and
interfacing those applications io a database. I'm quite experi at mosi aspecis of System V Unix,
UnixWare, ard AIX. I'm also very good with shell serlpting, and making use of the numarous
utilities that exist within the Unix environment to accomplish complex tasks without writing much
code (this includes the more obvicus utililes such as cat and sort, for exarnple.} I'm have some
experience and am quite comiortable working in a Solarls environment. I'm also quite expert
with BASIC, Pascal, FORTRAN, and COBOL, aithough | have not made usg of those languages
for quite some time. Also, I've been using “vi” for so long that it has become an axtansion of my
bedy. 1 have a strong background in fipancial accounting.

Other Areas of Technlcal Famlilarity, Concepts, and Equipment
These are areas with which | am familiar and have experiencs to varying degrees, but would not
want to lgad you to believe that | am an expert: )

Software/Utllitles/Servers/Cllents
make, sed, awk, sendmall administration, DNS administration, WindowsNT, Windows3.11,
Windowsgs, DOS, X11, 8QL, Samba, VisionFS, HylaFax, CheckPoirt/FireWall1

Netwark Medla and Reiated Concepts

PRI, BRI, T1, T3, DS0, DS1, D83, QC-3, OG-12, OC-48, OC-182, ISDN, POTS, Frame Relay,
PVG, ATM, SONET, QoS, VoFR, VoIP, VoDSL, VoATM, TOM, VPN, PSTN, P8X, HDSL, CDSL,
SDSL, IDSL, HDSL2, ADSL, G.Lite/UADSL, VDSL, RADSL, DACS, DSX, NEBS3, ILEC, CLEC,
RBOC, CBR, UBR, 887, E-211, UNE, dry copper, one-pair, two-pair, coax, fiber, 1 0BaseT,
10Base2, 100BaseT

Equipment
Ethernet hubs, Ethernet switches, Cisco routers, USR/3Com Total Contral Enterprise Hubs,
TSU's, ISDN terminal adapters, POTS modems, PG's, Sun Microsystems computars, RAID

—coritfoller tioards, SCSI controller boards, 1BM RE/6000's, Symmatric Multi-Processor Systems, " =
10/100BasaT-to-Fiber converters, X-Terminals, Character-based {dumb) terminals, Print Servers, ™ " ™
Laser Printers, Dot Mairix Printers '

Familiar with general function of: DMS100, DMES00, DACSI, CBX, CVX, 5ESS, AX1200,
PathStar, Shasta, DSLAM, Tandem Switch s

Other
Telecommunications Regulatory Issues,

Interests
Currently {each first and second grade Sunday School at Grace United Methodist in Gainesville,
Florida. | am very devoted to my wite and family. | enjoy spending fime with the Lord and with
my family, and | support my family's efforts to.serve God. | aiso enjoy fravael, fishing, cocking,

gardening, and Gator athletics.

i
References
Available- upon request.




The Founder and Managing Partner has over twenty-five years of businessexperience
with twenty Of these years in medical and information technology environments.
Highlights of his management experience include positions as:

¢ Executive Vice President and Chief, Onergt ing Officer of a privately-held
software company in Boston., He pro Y B Wihat company from under §2
mllion to $15 millionia justover three years.

0 Chief Financial Officer of a$40 million medical equi pment manufacturer that -

more than doubled each year.

0 Director of Financisl Planning and Analysis for a $1 billion pharmaceutical

and medical products company in Chicage.

Complete Management History

1988 - 1999 Founder and Managing Partner Thomas Wart & Asso{:iates
_ _ ' : Atlanta, GA & Boston, MA
1985 - 1988 . Exec. VP & Chief Openating Officer Inte:Systcms Corporanon :
T e e Baston; MA e e
19821983  Chief Financial Oﬂiccr ' , Suppon Systcms
J International
‘ Chzrlestom S5C
1978-1982  Assistant Group Controller . G.D.Searic & Co.
" Moedical Products Group - Chicago, IL
Corporate Director, Financial
Planning & Analysis ,
1975 - 1978 Director - Market Research & Planning Rockwell International Corp.
Controller - Distribution & Service Admiral Group
_ Plaoning Manager - Distribution & Service  Chicago, JL
p 1974 - 1975 Senior Financial Analyst Norlin Corporation,
- : Chicago, I
1973 -1974 . Financial Analyst - Asset Managernent  CNA Financial Carporation
- ' _ Chicago, IL
Military Expedence U.s. Navy Officer 1967~ 1971
Education M.B_A Finance University of south Carclina 1972

B.S. Mathematics  |llinoisingtitute of Technology 1967

-




MICHAELD. WEST
5001 WEST 129TH STREET

LEAWOQD,KANSAS66209
H: 913-897-0371
w: 913-534-6224

FESSIO s
’My nbjeetive ik 1o acquire an executive level management position withia a professional, progressive and
competitive organization. The posibion must offer the oppartunity o =xplom and buﬂd an infraszucture o

mecessfuily compers in today*s marker while creating sharcholders’ value.

| CAREER OVERVIEW:
Extensive experience i the development of highly competitive srgunizations with a fovus on new revenue
gencration, profitability and meeting the needs and expectations of end-users. Management/tecknical
experiences jnclude but not limited to:
—-Marl.ctmg -Sales -Software m]ysil -P!Oj#ct Mmgm( -Ne[wgrk Co:ml Cmer
-Vertical Markets  -Residentizl and Business Focus ~Technical Witcss
“New Product/Application Development -Switching and Transmission  -Engineering
-Strategic Planning -Contract Negotiations - -Systems Intepration _

REER EXPE.

Julv 1998 to Precent: Spnm Natmml Integrated Services, Overlund Park Kensas

Title; MANAGER, ACCESS STRATEGIES:
Strateglc Planniog (CLEC and IP)/National Smdatdﬂmemll'ucedureﬂh' epotiations

Directing teams that are developing processes and procedures nccessary to position Sprint (as a CLEC)

— S strategically, operationally and organizationnily to. include, but sat limited 10: Collocation Build-outs, .. . .
-| tnsatlation; Engineering, and Maintenance. - ant also driving project tanagement activities, Whibly-—— -~ oo :
continuing to techuically sepport national interconnection ncgonanuns ard functiun as Sprint’s national
techricl witness.

Anpust 1997 to July 1998: Sprint National Integrared Services, Overlam! Park Kansas.
Title: MANAG NIS REGIONAL ENGINEERING PR SS
National Standards/Proces egotiations

- Responsible for the development of actwork operationsi methods aud procedures, disaster recovery
planning, network prrfonmance standacdiration, contruct and interoperability requirements of Sprint's
network with other carriex’s for Jocal services, The responsibilities include, but not limited to; Ingtallation,
Bngineering, Maintenance, Performance Standards and Technical Witoess. ‘

August 1996 to Angust 1997: Sprint World Headquariers, Westwood Kansas
PERATIONS PLANNING AGER: ILEC/CLEC Tachnfeal Cantyract Negotintjons
1 represented Sprint in REOC contrietual segotiations supporting Sprint's policy and technical
! requirements from ua BEC and CLEC position. I also facilitted and divected tternal teams {Techaical,
unplumumou. Legal, Regulatory, Costing, Billing and Policy) mn bringing to closure complex business
{ :ssucs. {e.g. developing procesass, wniff lmguagc. Iegal definitions, technical requirements, etc.)

November 1991 to August 1996; Sprimt World Hadqmm:m, Westwaod Kansas

DIRECTOR BUSINESS MARKET: Data/Network/Videa/Systems Integration

. 1 Qirected the developamns of domestic marketing strategies, smategic initiatives, market sizajgrowth
forecast, pricing, sales etviticy, competitive analysis, advertising, and the hunching of new products with a

)
I
o




1
.
!

-| FOREMAN: Central Offices: Mt Vemnon, Ohip L o :
| T 'was responsible for managing the work force that maintained the centrai offices, wansmission equibment, ¥~ -

major focus o TEVEnUE (growing revente from $12 to $33 miltion the first year followed by continucd
growth of 35% -50%) and profitability, vendor management gud vertical marketing applications.

1987 to Ngvember 1991: United Talaphone Company of Ohiv

GENERAL MANAGER: Data/Netwnrk Sales and Vertical Markets: Mansficld, Chio

1 developed and implemaented multi-state markering susiegies, hired and positivned a highly competitive
infrastructyre (product development, sales, engineering and technical support), directed competitive analysis,
tariff development, sales, eugincesing and maintenance of data and perwarking applicarions and Iransport
clements. The first year the team was in place, we achieved 162% of the sales objective and began to position
United Telephene as a strong compentive system integrator. As 8 result, corporate management recognized
the success of the regional team that resulted in a systena wide effort that led. * ,

o January 1987: United Telephone Company of Ohio

REGIONAL MANAGER: Transmission and Special Services: Lima, Ghio 7 ~

1 mansged and directed the maintenance of all tranemission equipment, installation and meintenance of
spesial services, transatission control ceater, and all major pair gain devices for the western side of the State,
I aleo was responsible for the mmintenance of public microwave equipment. '
‘Sentember 1982 co Qetober 1984: United Telephone Company of Oliio

'SENIOR SYAFF ANALYST/TECHNICAL SOFTWARE: Manstield, Ohio

This position supported all DMS 10607200 Digital Switches within the State af Ohio. The support focused
an outage assistance and control, yefermals, test and acceptance, firmware snd software control, technical
audits, aod transiation changes. This posttion required strong technical and managerinl skills.

March 1980 tg September 1982: United Telephone Company of Obio -

FOREMAN: Network Controf Center: Meansfield/Mt. Vernon, Ohio )

While in this pogition 1 managed, developed, exhanced and controlled the dispatch of cental office trouble
tickets, the analysis of trouble reports and administered preventive maintenance programs, This pasition, as
well, included the development and publication of key divisional results. :

to March z Unised Telephone Compuny of Ohio

supyorted operacor sexvices and insmilation maintenagce of special sexvice circuies within the Mt. Vernon
 districe, . ) :
968 ta h 1977: North Electric, Gation, Qhio
CENTRAL OFFICE INSTALLER, TECH A, INSTALLATION SUPERVISOR: .Chio and Peansylvania
Respansibilities included the installation and testing of various types of North Elcctric swilching equipment
&.g.: NX-1D, NX-1E, NX-1 Centrex, NT400, NT-500 and aasocisted power systems.
Afier two yeats of holding the position of installer, [ was pleced in charge of my first installation job
managing 27 personnel, During the rest of my career with North Electric, T supervised and managed st
« President md Vice President of North Central  Marketing and Sales Club, (1990-91)
- United-North Central Speakers Burern (1958-91)
- President of Knox County International Management Council {1982)
- President Gyrymastics Baoster Club (1988)
- Committee Chaianan Kiwsnis Clulr
- Committex ypember, Richland Economic Development Corporation appointed by the Company -
_ Preaident of United-Nouth Central, .
- Active in comnmnity, school funstions and vrganizativas.

Bouting, snow skiing, golf. and family activities,”




EXHBIT B
CHART OF ACCOUNTS
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Maxcess, Inc.
Chart of Accounts

CURRENT ASSETS
1000  Petty Cash
1010  Cash — Operating
1020 Cash - Payroll
1100  Accounts Receivable
1110  Accounts Receivable — Other
1200  Prepaid Expenses
1210  Prepaid Taxes
1220  Prepaid — Other
LONG TERM ASSETS
1500 Land
1510 Vehicles
1520  Building
1530  Furniture & Fixtures
1540  Telephone Equipment
1550  Leasehold Improvements
1511  Acc. Dep — Vehicles
1521  Acc, Dep - Building
1531  Acc. Dep - Furniture & Fixtures
1541  Acc. Dep — Telephone Equipment
1551  Acc, Dep - Leasehold Improvements
OTHER ASSETS
1600  Deposits
CURRENT LIABILITIES
2000  Accounts Payable — Trade
23110  Accrued Federal Excise Taxes
2120 Accrued State Taxes
2121  Acerued State Taxes — IHinois
2130  Accrued Local Taxes
2131  Accrued Local Taxes
2140  Accrued 911 Charges
2141  Accrued 911 Charges - llinois
2150  Accrued Other Telephone Charges
2151  Accrued Other Telephone Charges - Illinois
2200  Accrued Federal Payroll Taxes
2210  Accrued State Payroll Taxes
2211 Accrued State Payroll Taxes - Illinois
2220  Accrued Local Payroll Taxes
2221  Accrued Local Payroll Taxes - Illinois
2230 Accrued Other Payroll Taxes
2231  Accrued Other Payroll - Illinois
2300  Accrued Other Expenses
2400  Unearned Revenues — Prepaid Phone Service
2500  Customer Deposits
2600  Current Portion of Long Term Debt



LONG TERM LIABILITES

2700  Long Term Debt
EQUITY
3000 Capital Stock
3100  Paid in Capital in Excess of Par
3200 Retained Earnings
REVENUES
4000 Local Service Revenue - 49 states
4001  Local Service Revenue - Illinois
4100  Long Distance Revenue — Interstate — 49 states
4101  Long Distance Revenue — Interstate - Illinois
4200  Long Distance Revenue — Intrastate — 49 states
4201  Long Distance Revenue — Intrastate — Illinois
4300  Other Revenues
COST OF REVENUES
5000 Cost of Revenue — Local Service Revenue — 49 states
5001  Cost of Revenue — Local Service Revenue — Illinois
5100  Cost of Revenue — Long Distance Revenue — Interstate — 49 states
5101  Cost of Revenue — Long Distance Revenue - Interstate — Illinois
5200  Cost of Revenue — Long Distance Revenue — Intrastate — 49 states
5201 Cost of Revenue - Long Distance Revenue — Intrastate — Illinois
5300  Cost of Revenue — Other Revenues
EXPENSES
6000  Advertising & Marketing
6010  Contract Labor
6020  Customer Service
6030  Depreciation
6040  Dues and Subscriptions
6050 Employee Benefits
6060  Freight
6070  Legal & Professional Expenses
6080  Office Supplies
6090  Outside Professional Services
6100  Payroll Tax Expenses
6110  Postage & Overnight Delivery Service
6120  Rent or Lease Expense
6130 Repairs & Maintenance
6140  Salaries & Wages
6150  Supplies Expense
6160  Tax Expense — Other
6170  Telephone Expense
6180  Utilities Expense
6190  Vehicle Expense
6300  Miscellaneous Expense
CORPORATE INCOME TAXES
7000  Federal Income Taxes

7100

State Income Taxes



